


An Index of Industrial Distribution Articles 


Here’s a listing of articles that appeared from January through June 1953 





SALES IDEAS 


Everyone Gets Into Tue Acr......... Jan. ’ 
At least for 30-day sales campaigns 
3-Rinc SHop Curnics Benerir Every- 
BE ce cevawevs Pedvadvasecacr a Jan. °53 86 
Namely, customers, salesmen and the firm itself 
One Picture Says More Tuan 1000 
MEE SESE CA ei ccturevnseess Jan. 53 98 
74-page catalog contains 800 pictures of stock 
items 
Prans Are Drarrep For A “SELLING 
SPREE” n. '53 102 
“Wow Day” results in hundreds of orders 
Factory Pottutep STREAMS ........... Jan. ’53 110 
Distributor performed community service which 
resulted in sales 
Sates SrimutatTor Contest FEATURES 
7000 Irems ....Mar. ’53 88 
Six-week campaign is open to all sales personnel 
Wuere’s New Business Cominc From?. May °53 88 
U. S. Dept. of Commerce has new method of 
smokestack hunting 
Recutar PxHone Desxs Take Mos 
CALLs June °53 84 
But at this house, exeryone’s a phone salesman 
An Urcent Catt From a Customer... .June °53 
Can be dealt with speedily via short wave radic 
Drive-In Servicr JUNE 53 96 
This eliminates the parking problem, provides quick 
service 


g? 


SALES IDEAS FOR SALESMEN 


To Seri. More—See More Propre.....Jan. "53 100 
Cartoon spread should urge you- not to be an 
“Alibi Al” 
Facts Tuat Heir Seta. Morors........ Jan. "53 106 
Information of value to every distributor salesman 
Wuen_ Riversoats Samn—Ir Means 
SALES ...Jan. "53 108 
An “unusual industry” story where sails mean sales 
Cusromers’ Cost Savinc Pians MEAN 
SALES ...Fes. "53 84 
35% increase in efficiency resulted from this project 
Desicn—Srock—F aBrICATION ..Fern. "53 88 
This 3-point program brought sales to a distributor 
Curtery Maxinc Can Invotve Woop- 
WORKING Too . Fes. 53 90 
Familiarizing one’s self with customers’ operations 
can pay off 
Looxinc AROUND THE PLANT .Fes. "53 98 
One look is worth a lot of speculation, regardless 
of size 
Ger Your Customer’s View on Sevuinc.Fer. '53 106 
Find out what he expects from a salesman 


Here's AN Orper—Anpd How You 
ED acc pitas ta be hot nee tae Mar. °53 83 
A sale usually originates in one of four situations 
New Propucts Is Foor 1x CusromMer’s 
oer Mar. °53 90 
It’s well worth the salesmanship and teamwork 
involved 
Last or tHE Bucket Suops........... Mar. °53 105 
Salesman has serviced this account for 41 years 
Goop Connections Leap To SALES... .. Mar. °53 110 
Salesman uses know-how to fill hurry-up order 
SupstirutTe Persisrance ror Hicu Pres- 
SURE 98 
Buyers are more impressed by the former met ethod 
SALESMEN TRAIN THEMSELVES ......... May °53 85 
Weekly sessions show how to profit by experience 
of others 
Reminp Yoursetr to Tark—Anout 
SS eee INE '53 82 
Have a few “conversation seat close at hand 
Ger OrGANIZzED ..Jung 753 94 
This is the prime step in taking over a new territory 
Wuart Propucr INrorMATION HELPS A 
SALESMAN .... "53 104 
Here’s one salesman’s theory on the subject 
Make A FRIEND OF A CUSTOMER. . June °53 106 
Remembering birthdays is a novel idea that pays 
off in sales 


IDEAS FOR MANAGEMENT 


Less Recorp KEEPING FoR SALESMEN .Fes. °53 86 
Simplified, daily call reports list only two things 
Here's A Disrrisutor’s “Creprr” Let 
TER .. 5 Gears one. ss 
That gets “Thanks” from good accounts 
Mrami1 VACATION SPARKED ANNUAL SALES 
CONTES1 
Here’s the winning ‘salesman’s story 
A Week Wett Spent te ‘eB. ’53 110 
There is great adv: intage to all in wll planned 
sales training 
Maxine Sates Meetincs Pay ...Fes. °53 112 
Distributor-manufacturer cooperation brings best 
results 
SarurRDAY CLOSING AR. 53 86 
Each salesman works but one Saturday out of 6 
Ner Prictinc: A CHANGE FOR THI 
BETTER 
In this case, it cut many a corner on costs 
Sprep Comes First........... 53 108 
Streamlining operations keeps 40,000 item inven 
tory on the move 
Pin-Pointinc Your Prorirs 53 102 
With scatter charts, you can put your business 
“on the spot” ' 
(Next page, please ) 
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Index of 1.D. Articles (Cont’d.) 


IDEAS FOR MANAGEMENT (Cont'd. ) 


Hluman = Retarions—Your Key 
Greater Prorits ... 
IlumMAN RELATIONS IN YOUR ‘Fiem 
COMMUNICATIONS .. 
Jos ANALYSIS .... 
Tne INTERVIEW 
Aprirupe TEestTinc 
ORIENTATION ... 
TRAINING 
Saces ‘TRAINING 
Orrice TRAINING 
Warenouse TRAINING 
ENTHUSIASM 
Pension PLANS 
Pius Benerirs a 
Puysicat Faciniries .... 
BisLiocRAPHy 
Sates Ficures ar Your FIncertips..... May 
Up-to-date record kept of sales to major accounts 
by major lines 
Neat, Compete AND HaAnpy... "53 «84 
Sales literature is made readily avilable to clerks, 
manufacturers’ men and salesmen 
Wauar tHe Distrisutor Can Do Anour 
Market DeveELOPMENT ......... May °53 92 
Detailed information on 5 steps in making a sale 
Goop Emptoyere Retatrions Hetp Burtp 
Goop Customer RetaTions NE '53 86 
4-point policy assures many mutual benefits 
Waar Makes Up ne_ Inpusreiatr 
:) Cee June 53 108 
Training of all employees is strongly recommended 
An Ipra to Copy June '53 110 
Disposable carbons are cheaper and faster than con- 
ventional method 


MEETINGS 
Centra Srares Meetinc Features 
CONFERENCES ON CurRRENT Pros- 
LEMS Jan. °53 92 
20th annual meeting attracted 800 
250 Arrenp New Orveans Meertinc... .Jan. 53 104 
Southern Association sponsors joint regional meeting 
Apvertisinc Awarps To Hicuiicut Con- 
SED ostracetad ntetcesens t Mar. °53 92 
Triple meeting to feature contact booths 
400 Arrenp CLeve.anp Joint REGIONAL 
MEETING 
“Plan to sell more” was the theme 
Your 1953 Convention Reporr....... May °53 97 
Pictorial and text coverage of the Miami Triple 
Industrial Supply Convention 
Your 1953 Convention Report June '53 99 
Additional coverage of the Miami Triple Industrial 
Supply Convention 


GENERAL 


Harotp Younc—Consvut ror Brazin... .JAN. 
Dallas distributor does dual service 

CONFESSIONS OF A RECEPTIONIST........ JAN. 
She’s “more a guide than a guard” 

Eprroriat Insprres Reaper Response... . JAN. 


Distributors and manufacturers comment on the 
October ’52 editorial 
“Civic Activity Is a Duty” ‘ep. 53 97 
“Earmark time for activities” says Tonawanda man- 
ufacturer 
Tuere’s Acways Time For Civic Activti- 
Mar. ’53 82 
Akron distributor's record proves that fact 
AnnuaL Survey or Disrrisuror Oprra- 
TIONS—1952 my 
Lower sales and inventories—more salesman and 
employees are noted 
i, ell ene May ’53 90 
Here are one sales manager's impressions of busi- 
ness today 
He Mixes Cuariry anp Epucartion..... JUNE 
A Pittsburgh distributor is also a civic leader 
Tue Disrrisutor’s Rote tN AMERICAN 
ECONOMY mE "53 102 
A manufacturer's analysis of business trends features 
the part the industrial distributor plays 


PROMOTION 


Wuen You Jor a Snow, Ger IN and 


Make Ir Go 53 102 


Distributors set the pace for biennial exhibit 

Tet Tur Tare Turovce Testrmoniats. les. °53 104 
Give a new twist to an old idea 

A New LetrerHeap ay '53 96 
It may give your company a new lease on life 


LAYOUT AND DISPLAY 


Prant Burtt Arounp Erricrent Layour.Jan. ’53 88 
Customer consulted distributor salesman before 
architect 
Tuey Gave Tuer House tue Juxe Box 
TREATMENT ‘es. '53 82 
It resulted in increased sales, added prestige and 
improved employee relations 
Pur Your Dispray in THE CusTOMER’S 
Patu “ep. 53 96 
Try such strategic spots as banks and ra ilroad stations 
IncREASE Warenouse CaAPAciTy "53 108 
Materials handling equipment can solve this problem 
STREAMLINE SHIPPING AND ELIMINATE 
E-RRors sien os 
Well-planned room and homemade aids add to 
servicing of orders 
More Workinc Space Wirnout Appep 
DEE nine ad nerenscecese os May °53 94 
Obtained by rearranging and renovating existing 
rooms 


EDITORIALS 


WE Loox aT Your "53 ProsiemMs....... JAN. 

Your 53 Paostzms—Some Otp, Some 
a BR a I ark aie ads Mar. 

Human RELATIONS 

Your Srock aNnp SMALL OrperRs— 
OE Sa deat ASST ee at er eae May 

Your Stock anp Smartt Orpers— 
Part II 
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An Index of Industrial Distribution Articles 


Here’s a listing of articles that appeared from July through December 1953 





SALES IDEAS 


ANOTHER SALES CONTEST? Auc. '53 92 
A “gimmick” plus a good prize will result in sales 
Sates Sessions THat Pay Orr Auc. 53 98 
These are handled with ingenuity, planning and 
enthusiasm 
Tnere’s SOMETHING FoR ALL IN NEW 
SALES CAMPAIGN 
This year-long, double-purpose campaign paid off 
Goon Exampte Means Goop Sates 
Work ae ee a oe 
Sales manager believes in action as well as direction 
“SELLING IN REVERSE” . 53 105 
Builds good will for future selling opportunities 
Give Your SALESMEN CoopPERATION THEY 
Ce OE A OIE eos k ce vees ces Nov. ’53 84 
Sales manager supplies his men with ammunition 
plus 
3-D Sates Toon ...... S393 
Viewer with color slides is potent sales tool 


SALES IDEAS FOR SALESMEN 


See Your Customer Make His Propucr.Jury '53 82 
Maximum sales result from that “something extra” 
Arter You Get tHE Orper—WHat 
THEN? Jury 53 94 
Follow through and have a satisfied customer 
Gain SeELitinc ConFripeENcE—SEE Prop- 
ucts WorkK Lh” 86 
Seeing is more than believing, in this case 
News Means Sates—But You Must Acr.Auc. '53 88 
Read your daily paper for profit as well as relaxation 
MAINTENANCE Suops wit A Porentiat..Auc. 53 96 
Troy salesman puts service first 
You Don’r Seti a Propucr—You Seu 
REsuLTS ..* 101 
Pittsburgh house finds that selling results beget good 
results 
NEED FOR SouND SELLING FUNDAMENTALS 
Dorsn’t CHANGE .Auc. °53 108 
Alabama salesman’s 35 years of experience bears 
this out 
“BUT”’—Tue SatesMan’s Biccestr 
Worp 5 iG mt mibiova'e wi ce ae 
It’s what follows the 3-letter word that count 
Don’t OveRLOOK THE Osvious........ Sept. 
It’s easy to do—and can lose you the sale 
How To Take Up Stack 1n Stow Season. Sept. 
Here are four methods one salesman founc 
cessful 
“T Like Spectauizep Seiiinc Because:” 
. Ocr. *53 


“] Like Genera Line SEvLLING Because:”’ 
Each salesman speaks up—and well—tor his choice 
Custromer’s Biccest Gripe Is Orren 
HippEN ie Ocr. '53 104 
It’s sometimes hard to tell why a good account is lost 
Make THE Most or THE SALE You Losr..Ocr. '53 106 
Analyze reasons and take correction action 
“Tl Seri Smatt Accounts” Nov. ’53 82 
From 7th to 3rd place on sales force—here’s how 
he did it 
A Scuepute Is ine ror Recuiar CALts, 
But Nov. '53 86 
I'ry alloting one day each week for “the unusual” 
Country SALESMAN Is Back as INDUSTRY 
Moves Nov. °53 } 
Invasion of agricultural areas calls for some adjust- 
ments by supply salesmen 
You Can’r Atways Betieve tHe Buyer!.Nov. °53 102 
Advice given by a university marketing professor 
Recovery Se_Ltinc—lI1’s Harp sur 
HEALTHY eeird en. 3s 
Winning back lost customers is a challenge but re- 
sults and satisfaction are worth it 
SELL WITH SAMPLES Dec. '53 92 
Make every call different by featuring a product 
Never Waltve A SALES Leap .Dec. 53 99 
A research laboratory turned out to be a good cus 
tomer for one salesman 
Fottow A 3-Poinr SELLING PLAN... Dec. "53 100 
It’s increased the sales of one midwest salesman 
Tue SALESMAN Wuo Knows Has Few 
WoEs Dec 
“Sell and serve” is one sales manager's motto 
How 10 Work with MANUFACTURER'S 
SALESMAN Dec. 53 106 
Utilize the “team” on specific jobs only 


"53 102 


PROMOTION 


Ger tHe Ricur Lirerarure to THI 
Ricut Man Mr eee Auc. 53 104 
Accuracy of well<lirected mailing lists is the answer 
SeL_tinc CAREERS IN INDUSTRIAL SUPPLY 
FieLps .... peeled ua Ocr. '53 84 
Three novel methods have been used by distributors 
to recruit personnel 


PRODUCTS 


IncREASE Your V-Bett SAes..... Ocr. '53 110 
Here are basic facts about V-belts and their markets 
Pumps: PrincipLes AND POTENTIALS Nov. ’53 110 
Covers the three general classes—centrifugal, rotary 
and reciprocating 
(Next page, please) 
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An Index of Industrial Distribution Articles (Cont'd) 


LAYOUT AND DISPLAY 


New Priant DesiGNep AND Buitt By Mas- 
SACHUSETTS Disrriputor ........Jury °53 84 
Spaciousness is the theme of the entire layout 
Reception Room Repraces COouNTER 
\REA AD 2S aE ee Jury 53 87 
lirst impressions count—so this company put their 
best foot forward 
Ler Your Winnows Set THE INDUSTRIAI 
BuYER OR eee een Auc. '53 95 
Make this an aspect of an aggressive selling program 
ALeANy Disrrisutror Competes Mop 
ERN WAREHOUSI ee Auc. *53 101 
New building proves to be most adequate and efh 
cient setup 
Bui_pInc FoR EFFICIENCY .Nov. 53 100 
Long range planning. experimentation and experi- 
ence added up to a successful result 


GENERAL 


\ Parron or Epucatrion i Jury °53 96 
Evansville distributor devotes his time to college 
work 
Vice-PRESIDENT IN Suirt SLEEVES - Auc. *53 9] 
Cincinnati distributor tackles repair jobs himself 
\ New Frevp ror Pustic Servic Auc. °53 112 
Massachusetts distributor aids in starting mental 
health clinic 
Give THem Opportunity” Ocr. ’53 112 
Georgia distributor improves education facilities for 
all 
THe ENGINEER AND SALES ‘TECHNIQUI Nov. 753 90 
An engineer turned salesman tells of his experiences 
in switching roles 
‘Tuey Hear THemserves as Orners Hear 
THEM 


oi Nov. '53 97 
Tape recording sessions led to self-improvement 
ADVERTISING AND SALES Promorion ReE- 
PORT ba yer ..Dec. *53 94 
Nationwide survey on what distributors spend and 
what thev expect to achieve 


IDEAS FOR MANAGEMENT 


Wantep: Denivery Dares Jury 53 86 
Campaign launched to obtain suppliers’ cooperation 
TAKING THE Count with Eas! Jucy °53 88 
Annual inventory taking headaches can be minimized 
Propuct INFORMATION BULLETINS Jury °53 90 
Meet constant need to develop and train new 
employees 
RevaAMPING Paperwork? Ger OPprINion 
or CUSTOMERS . . Jury ’53 92 
Custemers’ ideas were studied before adoption of 
new invoice form 
DisrarsuTion Topay Sales ai a ee ae 
A “Travelogue” on distributors’ buildings and meth- 
ods of operation 
A 7-Part Form wirn 7 ADVANTAGES. . Auc. 53 84 
Two girls now turn out more work than four did 
Easy-to-Use Inventory Fines.........Auc. '53 106 
8,000 cards are kept up to date by this system 
Service FROM A Brancn Warenouse....Avuc. 53 110 
Teletype machines are the answer 


How 10 SuprpLemMeNt Your Warenoust 
Herp Sept 
This company employs high school student 
part-time basis 
OrGANIZING FOR More SALES....... Ser 
INTRODUCTION aa ; 
THe Generar Line Distripuror 
Tue DrepartMENTALIZED DisrripuroR 
Tue Sevcecrep Lines Disrripuror 
lure Speciarizep Disrriputor 
CGGENERAL CONCLUSION 
PLACING AND ‘T'RACING AN ORDER THE Easy 
Way ‘ , Oeil 
Credit goes to a 12-part invoice and purchia 
form 
Expepirinc Pays—Ir You'rt 
ORGANIZED FOR I|1 Oct 
It’s done by car, truck and telephone 
Puonr Cosr ANALYsis Lep TO CHANG! 
Ieletype system resulted in great 


EXTRA 


repeat calls 
One Carp INSTEAD OF SIX Oct 
Small and compact perpetual inventory file 
ind save time 
“Stock Contror Takers Proptr—No1 
Just Carps’ Oc 
Supply house use method 
control 
\ir COMPLAINTS AND CLEAR THE AIR Nov 
That's the objective of bi-weckly 
salesmen and key personnel 
CatratoG Numpers Here Disrrinurors 
AND CUSTOMERS Nov 
Speed up writing, handling, filling and postin 
orders 
Net Price Bintinc rrom Perpetua IN 
VENTORY CARDS Nov. 753 
Combination of two operations results in mor 


mntcorence 


ciency, CCOnOMNY and customer satisfaction 
Tue Case ror Catt Reports Nov. °53 104 
Pro and con opinions are given on this controversial 
topic 
How You Can DE-COMMERCIALIZI 
CurISTMAS PRESENTS aid Dec. 53 9 
Hlere’s a company that shows the real Christma 
spirit 
Speepy SHIPMENT OF ORDERS Dec. °53 10S 
Results in speedy clearance of paperwork 


EDITORIALS 


Are You “Seriin’ on Grass ccs’ JuLy 
“HALL OF FAME” . AuG 
Wuar Do You Want 10 Be? Sep! 
Atice—In a Price Currinc WonperR 
LAND , a Oct 
How’s Your SELLING? Nov 
Tuere’s VaALuE Appep Dre 


> 


MEETINGS 


900 ArTeNp Centra Sratres Meetinec. . Dec 
Trends in today’s market and outlook fos 
are chief topics 
AssocIATIONS Brecin MARKETING Work- 
SHOPS . ....-Dec. "53 104 


260 attend regional meeting at Washington, D. C 
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